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ePurchasing: Big Benefits, Tough Choices

By Jerry Baker, C.P.M.

[The following article might as well be a sum-
mary of the philosophies and the concepts ex-
pounded in prior P2P articles. It was written by
afriend of the editors and is printed here with
his permission.]

After years of relegation to the basement of the
government hierarchy, purchasing professionals
are garnering new respect as decision-makers
and their direct reports search for new tools to
reduce costs while maintaining service levels.
Purchasing professionals are getting attention as
never before because officials are realizing they
can achieve more significant and reliable bene-
fits from re-engineering procurement processes
from other functional aress.

This article summarizes a growing body of
private sector research from a variety of sources
that points to I nternet-based procurement auto-
mation as the top alternative for dramatically
re-engineering and improving purchasing proc-
esses, especially for non-contract goods and
services.

These studies appear to show that the most
significant benefits to be derived are in the ini-
tial identification and sourcing cycle rather than
back end transaction processing. However, pur-
chasing professionals mostly remain mired in a
"paper" world in the sourcing, searching and
specifying stages of the purchasing and supply
chain life-cycle. A range of technologies are be-
ing offered to lead organizations to a new
sourcing paradigm but successes have been lim-
ited. The critical question for purchasing profes-
sionals today isto understand the fundamental
business issues around ePurchasing, the alterna-
tives in the marketplace and the benefits and
shortcomings of the options available.

Where Purchasing Professionals
Spend Their Time

In one recent survey cited by the Aberdeen
Group (http://www.aberdeen.com/), a Bos-
ton-based technology research organization, it
was estimated that purchasers spend as much as
30 percent of their time on sourcing, searching
and specifying activities through the use of old
paradigm tools such as paper catal ogs, vendor

directory services or expensive
substitutes like CD-ROM cata-
logs. The combination of these
tools and the labor intensive
telephoning, faxing and mailing
process required to communi-
cate with suppliers makes these
tasks even more tedious and
time consuming.

In a new white paper on ePur-
chasing solutions (http://www.
aberdeen.com/
ab_abstracts/1999/05/05991424.
htm) Aberdeen estimates that on
average, these inefficient
SOurcing Processes can cost
more than $20,000 per profes-
sional, per year.

Aberdeen says its research
shows that, across all industries,
organizations take an average of
4.2 months to source a new ma-
terial, part or service—from
supplier identification through
final contract negotiation. More
than half (52%) of the sourcing
time-line is dedicated to identi-
fying the appropriate products
and suppliers that will partici-
pate in the bidding processes.

A Paradigm Problem

The problem, Aberdeen says,
isthat such mediaare limited in
their ability to represent the
complete supply base or product
lines available and are often
outdated soon after publication,
making the identification of new
product lines, discontinued
products and pricing changes a
difficult and time consuming
process.

Additionally, paper catalogs
and CD-ROM directories are
difficult to share across an en-
terprise, and are cumbersome
and time-consuming to search.
As aresult, organizations that
rely on such mediatend to have

dower initial sourcing cycles
and are forced to divert impor-
tant resources from more stra-
tegic tasks.

The current paradigm also
tends to limit the number of
suppliers from which a buying
organization requests quotes
simply because it is so tedious,
Aberdeen says.

The Internet Explosion

Over the last couple of years,
the Internet’ s ubiquitous mes-
sage routing and open archi-
tecture has emerged as are-
placement for EDI because it
provides a universal mecha-
nism for direct connectivity
between trading partners of all
sizes and technological sophis-
tication.

The recent up-take of busi-
ness over the Internet has been
amazing, but most public at-
tention has been focused on
the business-to-consumer
space, an areain which For-
rester Research
(http://www.forrester.com/)
has put the value of eCom-
merce at $108 hillion by 2003.
Less attention has been de-
voted to the business-to-
business space even though the
value of these transactions has
been estimated at more than
$1 trillion by 2003.

Within the business-to-
business space, firms like An-
dersen Consulting (http://
www.ac.com/index.html) are
saying that virtualizing the
purchasing processes repre-
sents one of the highest value
added applications of eCom-
merce. Across the purchasing
life cycle, Andersen says the
deployment of Inter-

(Continued on page 3)
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ePurchasing
(cont. from page 2)

net-enabled technologies can cut administration
and other costs by up to 35 percent.

Lots of Action, Few Results

Aberdeen Group has identified more than 20
software companies that are focusing on provid-
ing internet procurement automation solutions.
Leading thisfield, says Forrester Research, are
firms such as Ariba Technologies http://www.
ariba.com/), Clarus Corp. (http://mwww.
claruscorp.com/), Commerce One (http://www.
commerceone.com/) and Intelisys (http://www.
intelisys.com/). But both Aberdeen and Forrester
say none of these companies has more than six
clients.

All of these systems are so-called buyer-centric
solutions because they typically are installed and
operated within the purchasing organization's
infrastructure. Aribais a"pure" buyer-centric
package because its tools do not require suppli-
ers to be web-enabled in order to function. The
State of California currently isin the processes
of attempting to implement the Ariba system
http://www.pd.dgs.ca.gov/cspn/cspn.htm).

Commerce One and Intelisys offer a second
type of buyer-centric solution called
"bridgeware", which are tools that assume that
suppliers have web-ordering capability and are
usually required to purchase an integration tool
to tie into the eProcurement vendor’ s solution.
The County of Los Angeles has implemented a
version of the Commerce One system.

Intelisys’ solution works with the Open Buy-
ing on the Internet (OBI) standard, which re-
quires suppliers to provide their own web order-
ing capability to complete the eProcurement pro-
cess. The Intelysis approach forms the founda-
tion for another public sector ePurchasing ex-
periment, the so-called eMall (http://emall.isa.
us/) project being advocated by the Common-
wealth of Massachusetts.

The OBI model allows suppliers to control the
presentation of their product data but requires
buyers to navigate multiple supplier catalogs and
does not effectively support product or price
comparisons across catalogs or facilitate inte-
grated communication with multiple suppliers.
In addition, the vast majority of suppliers do not
currently have web-ordering capabilities, and
most analysts do not believe smaller suppliers

will build or lease OBI-compli-
ant ordering sites unless a ma-
jority of their largest customers
force them to. And thereislittle
evidence that thisis being
pushed except by avery few
large companies, most notably
Ford. Small and minority busi-
nesses also are likely to abject to
government requiring them to
become OBI compliant as a pre-
requisite to doing business with
the state.

The best buyer-centric solu-
tions provide extensive workflow
capabilities to facilitate internal
routing and approval of work
and purchase requisitions and
aretypicaly fully integrated with
enterprise email, and accounting
systems, which enables signifi-
cant cycle time reductionsin P.
O. creation, approval and receiv-
ing. Because they are integrated
into an organization’ s infrastruc-
ture, buyer-centric solutions pro-
vide extensive management re-
porting such as drill-down price
and performance comparisons of
vendors. This reporting isimpor-
tant to achieve benefits from sup-
plier sourcing and procurement
improvement programs.

Current Internet Solution Short-
comings

Although such benefits should
not be overlooked, Aberdeen
says, most Internet procurement
solutions today remain focused
on automating transaction and
payment cycles for acquisition of
non-production goods and serv-
ices that have already been estab-
lished on corporate contracts.

A growing body of evidenceis
mounting that critical playersin
the procurement life cycle, such
as purchasing managers, are less
interested in automating transac-

tion processes than they arein
the searching, sourcing and
negotiating end of the life cy-
cle.

A recent survey by Purchas-
ing Online Magazine (http://
www.manufacturing.net/
magazine/purchasing/) shows
that buyers believe the power
of the
Internet can best be deployed
to obtain technical information
about suppliers' products
(76%), to email suppliers
(72%) to search for parts
(62%) and to check prices
(52%).

Additionally, a mgjority of
Internet procurement solutions
are delivered as expensive en-
terprise software applications.
Aberdeen research indicates
that early installations of
Internet procurement applica-
tions cost, on an average, more
than $1 million, including
software license and imple-
mentation fees, making them
impractical for al but the larg-
est organizations.

Aberdeen research also indi-
cates that catalog content and
the ability to search across
multiple catalogs for goods
and services is the fundamen-
tal weakness of these systems.
The content-aggregation
mode used by these systems
requires that all catalog data
berigidly standardized. Early
adapters say they were not pre-
pared for the level of effort
required to replicate, rational-
ize and maintain data from
supplier catalogs. As aresult,
few organizations have re-
ported activating more than 10
suppliers on these systems,
dramatically reducing the sys-
tems' ability to support strate-

(Continued on page 6)
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Description of Some Seminar Topics Available in 2000

D on Woods Seminars provides all
of the topics in the accompanying
list (see page 5) for the entry level buyer
(basic), but most of the topics are also de-
signed for the intermediate to advanced buyer
(professional). Many of the topics are also
presented in a highly technical, theory orien-
tated format for the very experienced buyer or
purchasing executive (expert). Many entities
currently use our training manual or presenta-
tions to train their staffs. Here are some de-
scriptions of afew of our presentations.
4-Hour Presentation on Construction Bids
This fast-paced basic course introduces at-
tendees to standard bid document organiza-
tion, procedures for conducting a bid, prob-
lems to look for, and how to make sure the
project does not embarrass them later. We
recommend the 8 and 16 hour seminars to
obtain detailed discussions and the “how to”
procedures and forms.
8-Hour Presentation on Acquiring Profes-
sional Services

During this introductory course the experi-
enced attendees will be introduced to the best
documents utilized today to acquire profes-
sional services, such as architects, consultants,
doctors, and auditors. We will also explore
the methods to use to write a great SOW
(Statement of Work), understand and incorpo-
rate binding contract language, and the moni-
toring of the contract for project success.
When combined with the negotiations semi-
nar, it makes a great two-day seminar.
8-Hour Negotiations Seminar

The course covers the theories of negotia-
tions, the practical methods to utilize, and
how to prepare for and satisfactorily conclude
formal negotiation sessions. During the day,
there will be class participation exercises to
emphasi ze techniques and methods. At-
tendees who complete the class will have a
better understanding of how to deal success-
fully with other people, be great negotiators,
strengthen their ability to accomplish the
goals of their employer and themselves. The
ideas presented are designed for owners, de-
partment heads and project managers, while a
16-hour seminar is available for the experi-
enced purchasing professional.
Customer Servicein Local Gover nment
This 4 to 8 hour presentation provides a

method of eliminating cus-
tomer complaints while in-
creasing efficiency and em-
ployee morale. Attendees will
receive step-by-step ideas to
implement an in-house pro-
gram. It is designed for every
level of leader, but aso edu-
cates the staff member on
how to achieve customer serv-
ice excellence.

1. Improve your manage-
ment techniques.

2. Know thereal problems.

3. Team building and par-
ticipation.

4. Responsive results.
Great Specifications

This 8-hour presentation
will focus on technical and
performance specification de-
velopment for commodities
and service or maintenance
type bids and contracts. Each
attendee will be exposed to
the latest successful proce-
dures, check-lists, specifica-
tion sources, and methods of
involving the users and sup-
pliers to achieve great docu-
ments. The course is specifi-
cally designed to include the
new and experienced buyer,
aswell as the buying team
leader or supervisor. All in-
formation presented can be
used on the job the next work-
ing day.
Uniform Commercial Code

This 2 to 8 hour presenta-
tion compares the UCC to
contract law and explains
why the code is applicable
and important in any buyer’s
business day. Attendeeswill
gain the knowledge to imme-
diately utilize the information
and will have a checklist for
quick referencing. Thisbasic
course provides both the entry
level buyer and the advanced
purchasing agent a compre-
hensive understanding of how

to take advantage of the laws
developed especidly for the
buyers and sellers of goods or
commodities.
Surety Bonds

This 4-hour seminar is one
of the most comprehensive
presentations about contractor
bonding ever presented in your
area. You will have the oppor-
tunity to review standard bid
and contract language as well
as several bond forms. The
presentation will culminate
with presentations by the local
bonding companies. 1t will
also allow the attendeesto
compare, shop and sign up for
a bonding portfolio.
Best of Best - 1 day

“Best of the Best” isonly
offered to leadersin the pur-
chasing function. Each session
will have alimited number of
attendees who have been
screened and pre-prepared for
the meeting. This round-table,
symposium, brainstorming for-
mat is designed for the particu-
lar region with an emphasis on
current trend concept imple-
mentation, managing more
efficiently and the exchanging
of ideas that are being imple-
mented by innovative practitio-
ners around the country. At-
tendees will be provided the
tools necessary to adopt the
new ideas.
Purchasing' s Future

This advanced presentation
explores the concepts associ-
ated with the purchasing pro-
fession now and in the near
future. You will examine
teamwork, TQM, management
theories, as well asthe skills
that will be mandated in just a
few short years. All public and
private purchasing profession-
als planning for a successful
career will garner many useful

(Continued on page 5)
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ideas and tools to start using immediately.
Advanced Specification Writing

Beyond basic bid documents there is an ex-
citing field for the expert purchaser who
wants to efficiently and effectively buy sophis-
ticated items and services utilizing concepts
that are leading edge today. This seminar
concentrates on the techniques, and specifica-
tion terminology for complex purchases and
contracts that will take the attendee into the
strategic level of purchasing. The contents are
designed for the experienced purchaser, the
buying team leader and the manager who ulti-
mately supervises the Purchasing Department
or function.

Buyer Training

Don Woods has been providing in-house
training to new buyers and employees for
more than 14 years. These programs are spe-
cifically tailored to each business or public
entity and include all of the techniques abso-
lutely necessary for successful purchasing pro-
fessionals and their internal customers. Our
customization includes your policies and pro-
cedures as well as the basic purchasing con-
cepts and techniques so vital to a successful
operation. Many of the basic courseslisted in
Presentation Topics are addressed in the
classes. If you would like to have aleading
edge purchasing staff, call today for afree
consultation.

Those wanting a more advanced program
for existing staff should contact us immedi-
ately to reserve a date on the 1998/1999
agenda.

Public Purchasing Leaders

What does it take to become a successful
manager/leader of a governmental purchasing
operation? In this seminar we cover back-
ground, training, education, philosophies, pro-
cedures, techniques, networking, brainstorm-
ing, follow up, empowerment, responsibility,
trust and communication skills needed to
make you one of the most effective supervisors
in the United States.

Advanced Purchasing Best Practices

Thisis an in depth education presentation
for the EXPERIENCED buyer, and will ad-
dress current issues now confronting the pur-
chasing profession. While thisis primarily a
lecture course, all attendees will be asked to
participate in discussions about current best
practices. Asaways, there will be checklists,
sample forms, generic procedures and other
information that can be utilized on the job the

next day. This seminar will
also be of interest to innova-
tive leaders, purchasing su-
pervisors and their manag-
ers, elected officials and
CEQs, cross-functional
teams, and in-house custom-
ers of the purchasing
department. Areasinclude:
cross functional contract
management, solving sup-
plier problems, insurance &
bond monitoring, profes-
sional service administra-
tion, and construction proj-
ect coordination. (Note, this
course can be customized to
emphasize additional topics)

Presentation

Topics

(basic to advanced)

" Best Practices
Bid Boiler Plates
Bids (RFB & IFB):
Commodities, Con-
struction, Hardware,
Health, Insurance,
Maintenance, MRO,
Professionals, Services,
Surplus Disposal
Bond Monitoring
Buyer Training
Construction Project
Management: For the
Contractor, Buyer and
Owner
Contract Administra-
tion
Contracting Mainte-
nance
Creative Brainstorming
Cross Functional Teams
Customer Service
Escalation Clauses
Evaluating your Cus-
tomer Services
Excellent Business
Practices
Fax, Legal Aspects
FOB (Transportation)
Future of Purchasing
Health Providers

Insurance Monitoring
Insurance Solicitations
Leadership Techniques
Liquidated Damages
Managing a Purchasing
Department

Negotiations

New Buyer Training
Obtaining Local
Government Contracts
Organizing your work for
efficiency

Philosophies for the Fu-
ture

Policy Manuals
Procedure Manuals
Professional Services,
RFQs, RFPs

Prompt Payment for Sup-
pliers

Purchasing Techniques
Reengineering Purchasing
Solicitations (RFP &
RFQ): Consultants, Audi-
tor/Accountants, Com-
puter Integrators, |nsur-
ance, Health Providers,
Bond Sales, Professionals,
Software, Instructors
Slow Pay Solutions
Solving Purchasing Prob-
lems

Specification Writing
Std. Contract Language
Std. P.O. & Bid Clauses
Starting Into Business
Strategic Planning
Support Staff Fundamen-
tals

Support Staff Training
Surety Bonds

Training New Buyers
Training Usersto Prepare
Specifications

Uniform Commercia
Code

Utilizing TQM Concepts

Free Registration for
coordinating a presentation
in your area on atopic of
your choice. Contact Don at
(702) 254-6606
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ePurchasing (cont. from pg. 3)

gic purchasing strategies or to be expanded to
support initial sourcing activities.

Confronting the Content Dilemma

One web-based offering that is attempting to
confront and resolve the catalog content chal-
lenge is the W1Znet eCommerce Portal (http://
www.ec-portal.com). The eCommerce Portal is
aglobal Internet community that supports the
unique regquirements of buying organizations —
including cross-catalog searches, RFQ devel op-
ment and distribution, and decision support —
while simultaneously enabling suppliersto dic-
tate the content and presentation of their own
product catal ogs.

By leveraging the ubiquity of the Internet to
build a distributed marketplace service offering,
Aberdeen says, WIZnet has been able to rapidly
attain the critical mass required to support effec-
tive sourcing and procurement activities at a
price point that is appealing to most organiza-
tions.

Purchasing Online Magazine says technology
vendors are notorious for leap-frogging ahead of
customer requirements, touting the latest
gee-whiz functionality before there's any strong
expressed need for it, but calls "the WIZnet
eCommerce Portal an exception to the ten-
dency."

"While the portal does not currently offer the
exhaustive spending and supply-base control
processes that some other communities and
buy-side eCommerce systems do (the $1 mil-
lion-plus software systems)," Purchasing says,
"it provides arich database of supplier informa-
tion, secure negotiation, and commerce capa-
bilities at an affordable price to buyers.”

According to Government Procurement
Magazine (http://www.gpro-online.com/index.
html), the Commonwealth of Pennsylvania Bu-
reau of Purchases uses the eCommerce Portal
effectively to source for suppliers, to search for
products and to send out requests for bids to
competing suppliers via broadcast e-mail.

"The reguests are sent out as complete pack-
ages, including specifications," says Govern-
ment Procurement. "Each vendor receives the
solicitation without knowing who else has re-
ceived it. By accessing eCommerce Portal, pur-
chasers can locate products and services from a
multitude of suppliers.”

In the past, Government Pro-
curement says, the Bureau sent
out paper faxes and mail to
handle the bid process. A sum-
mary of the solicitation was
sent out, and if vendors wanted
the full bid, they faxed back a
request.

"Turn-around time for the
faxes was days, and sometimes
even weeks for the mail," the
magazine quoted Paul Wolf, a
Supervisor in Bureau, as say-
ing. "With eCommerce Portal,
the same process takes min-
utes."

In addition, eCommerce Por-
tal saves clerical time, Penn-
gylvania saysit is finding.
When solicitations were sent
out in the past, employees
would manually add the Bu-
reau's return address. A bid
mailing to 20 vendors often
required placement of the re-
turn address 20 separate times.
With eCommerce Portal, the
broadcast E-mail speeds the
process of adding return ad-
dresses to bid packages.

The number of staffers at the
Bureau of Purchases who use
eCommerce Portal will soon be
rising from five to 23, says
Wolf.

The eCommerce Portal al-
ready boasts more than
100,000 catalogs from nearly
90,000 suppliersin North
America, Europe, Asia, the
Middle East, and Latin Amer-
ica. More than 6,000 buyers,
engineers, and other pur-
chase-decision makers actively
use the site, generating over a
million product inquiries each
month.

"Such an expansive trading
community enables buying or-
ganizations to electronically
identify and conduct business
with alarger number of poten-

tial suppliers, increasing the
effectiveness of the competi-
tive bidding process and low-
ering the effort, cost, and time
required for initial sourcing
activities," says Aberdeen.

R. Jerry Baker, C.P.M. isthe
former executive vice presi-
dent, National Association of
Purchasing Management and
currently teaches purchasing
and supply management
courses in the Puget Sound
area. He isrecognized for his
significant contribution to the
purchasing and supply
management field and his
views on business-to-business
eCommerce. He is a frequent
speaker and a contributing
author.

About Don

Our CEO, Donald L. Woods,
JD., C.P.M., Donisanoted
national speaker and purchas-
ing consultant. Through Inter-
national Consulting & Con-
tracting he offers strategic al-
liance partnering and govern-
ment contracting opportuni-
ties.

Additional information is
available on our web site
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Harassment

I hose of you who are owners or supervisors

realize that you have specific responsibili-
ties when you become aware of allegations of sex-
ual harassment. Here are some ideas to help you
respond appropriately.

Take all/every allegation seriously! Listen to
the allegation carefully. Get as many specifics as
you can, find out what happened, when it hap-
pened, ask if there were any withesses. Y ou must
show empathy, yet remain neutral. From your per-
spective, the incident may seem unimportant or
the employee may appear to be oversensitive. Y ou
may know the alleged harasser and believe the
action or remarks to have been made in fun or not
intended to harass. Remember, it is not the intent
of remark or action; it is the impact that it has on
the victim.

Take action immediately! Conduct your inquiry
promptly. Y ou will need to get the alleged har-
asser's account of what happened, also speak to
any witnesses who have been named. If the em-
ployeetells you that they don't want you to do
anything, you must inform them that it is your
responsihility to look into the matter and take cor-
rective action. Failure to take immediate and ap-
propriate action can lead to the conclusion that
you supported or condoned the behavior. In cases
involving sexual harassment, the courts and
EEOC look at two things: "What happened?’
and, "What did management do when they be-
came aware of the situation?

While it isimportant to conduct a thorough in-
quiry, do not discuss the matter with anyone who
does not have a need to know. These are often
sensitive issues. Do not become part of the office
rumor mill. If you are uncertain as to what steps
to take, contact an EEOC office for guidance.

Pay attention to the work environment! Beon
the alert for off-color remarks, jokes or inappro-
priate behavior. If you see or hear something that
could contribute to a hostile work environment do
something to stop it! Don't wait for an employee
to complain. Victims are not mandated to tell the
harasser to stop. If the behavior is unwelcome, it
may meet the definition of sexual harassment.

Third party harassment. In some cases, people
may engage in off color remarks and joking that
they (themselves) do not find offensive. This be-
havior may be offensive to others who are not di-
rectly involved in the conversation. This type of
harassment is called third party harassment, and

is considered aform of sexual
harassment.

Other work related activi-
ties. Sexual harassment can
occur outside the work site
and still be work related.
Owners and supervisors have
been held responsible for inci-
dents that occur at retirement
parties, office socias, in
training or while traveling.
There can even be problems
between your employees and
their interactions with any
contract employees or
sub-contractor employees.

REMEMBER

Your action (or inaction) can
make the difference in the
company’s liability in a sex-
ual harassment complaint.
Sexual harassment isaform
of sex discrimination. Simply
having a policy that prohibits
sexual harassment does not
protect an employer. The em-
ployer must take positive
steps to prevent harassment
and take swift action when
harassment occurs.

Often victims of sexual
harassment attempt to handle
the situation themselves be-
fore they tell someone about
harassment. A typical reac-
tion isto ignore the behavior
or the person. If this doesn't
work, they may ask the per-
son to stop. This can be diffi-
cult (and sometimes impossi-
ble), because the victim usu-
ally perceives the harasser as
being in a position of power
over them. When the victim
finally brings an incident to a
supervisor's attention, the sin-
gle incident may seem minor.
It is often the final straw in a
series of events. The victim
feels powerless to deal with
the situation on their own.

Local Govt.
(cont. from pg. 1)

complished by an online draft
that automatically moves the
cash electronically into the
contractor’s bank account and
sets up the automatic pay-
ments from the contractor’s
account

to the appropriate subcontrac-
tors and the suppliers of that
contractor.

The key to these expedited
paymentsis the eeCommerce
service provider that has the
ability to move cash electroni-
caly, the same way banks
transfer funds from one bank
to another. Some banks are
getting into this commercial
field, and there are severd
private firms aready involved,
but the prices per transaction
can cover an extremely wide
range. There are, however,
some very dependable, low
cost providers available with
fees ranging from 15 cents per
transaction and up. We are
predicting that this system of
payments will soon take a ma-
jor share of the procurement
card transactions because of
the economical pricing struc-
tures, more efficient record
keeping and the better secu-
rity/protection.

Purchasing and Accounts
Payable have an opportunity to
work together to save some
major money in the near fu-
ture, and we are betting that
the e-Commerce automatic
payment process in both the
public and private sectors will

Don’s Schedule

9-1to 9-5, 1999 NAPM South-
west Conference in San Antonio,
Texas. Speaker

10-02 to 10-6, 1999 NPI Con-
ferencein Galveston, Texas. 2 hr.
workshop on contract control.
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